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BRIC ATION 


“HOW MANY, PLEASE 2 


. Institute's Fall Changeover Folder Ready for Distribution 

‘ ¢ WHEN THE LEAVES BEGIN TO FALL == It's many millions of advertising dollars are 
s; Time to Think of Winter. wasted because the sales message reaches 
- the prospect when he has neither the time 
ye That is the keynote of our Fall nor the inclination to give it heed? What 


folder=--one of the most 


better time to present a4 
important of the entire 


message on winter condi- 


| seriese tioning than when the 
prospect is in his car 
is It is part of the with three minutes in 


ut | Institute's program to 
at promote the 1000-Mile 

ch | Lubrication Habite But it 

goes farther than theate 

In addition to chassis 

lubrication, it suggests 

all the other services 

required to put a car in 

shape for winter drivinge 


which to read the sales 
story? What better op- 
portunity for your dealers 
to make an immediate sale? 


In considering the 
Fall folder, it is wise to 
remember this: the car 
owner buys a winter-con- 
ditioning job only once 
each yeare Only ONE 
dealer profits. By order- 
ing your supply of the 
Fall folder early, you 
help your retailer to get 
the businesse Aside from 
cooperating in the 1000- 
Mile Lubrication campaign, 
you add to the income of 
your retailers--help them 
to stay in business and. 
increase the sale of your 
productse 


As in the past, your 
Committee suggests that 
ite Me the Fall folder be handed 
to the motorist when he ap- 
proaches the pump island-- 
thus giving him the op- 
portunity to read and 
digest it while his car 
jis being gassed. That 
period is a golden 53-minute 
opportunity with a definite 
cash valuée 


The plan of distribu- 
tion is one that has been 
field-tested and found to 
be unusually effective. 


; The Fall folder is 
The attractive cover of the available to members at 


To understand why,you Fall Changeover Folder leads $4.25 a thousands Small 
need only give the matter the motorist to the compelling added cost for imprinting. 
& moment's studye How message on the inside. Printed How many, please? 


in two colorse 
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DEVELOPMENTS OF INTEREST TO}. 


1937 AUTO OUTPUT MAY EXCEED 5,000,000 


Despite labor unsettlement and current indications of leveling off demand for 
cars, prospects still are favorable that automobile production this year will exceed 
5,000,000 units, according to THE OIL MARKETER. 


Such an accomplishment would represent the second largest annual unit production 


in the industry's historye The peak year's output, achieved in 1929, was 5,622,000. 
Last year 4,617,000 units were producede The depression low was 1,431,000 in 1932. 


HYPOID LUBRICANT FOR ALL PACKARDS 


The manufacturer has made the 1937 recommendation for hypoid rear axles retro-~ 
active for all years. Special HYPOID Gear Lubricant should, therefore, be recom- 


mended for all models. 


STUDEBAKER DICTATOR 6 (5A) <= 1937 


Starting with Serial Noe 5,547,571 the capacity of transmissions with overdrive 
is 4 pte Models previous to this number with overdrive have capacity of 6 pte Con- 
ventional models have capacity of 25 pte 


The Shock Eliminator on the drag link, previously lubricated with Chassis Lubri- 
cant, should now be lubricated with Wheel Bearing Grease in fitting. (This super- 
sedes Studebaker's previous recommendation of Universal Joint Grease for this point.) 
The same recommendations apply to the Shock Eliminator on the Tie Rod of the Stude- 
baker Dictator 6 (6A)-1937, and the Studebaker President 8 (3C)-1937. 


BUICK REAR SPRING SHACKLE LUBRICATION 


Here is a ccse where the top and bottom fittings of the same shackle must be 
lubricated from different positionse The condition is found on Buick Series 40 
and 60, 1937, and applies to the front shackle on the rear springe 


The lower fitting is straight, and reached from under the running board. [The 
upper one is an angle fitting of more than 90 degrees, and while clearly visible 
through a hole stamped in the frame member for that purpose, the lubricating gun 
must be applied to the fitting on ths inside of the frame channel to the rear of the 
shackle and pointed toward the front of the care 


HUPMOBILE TO MAKE A FEW 1937 MODELS 


Hupmobile plans to bring out a limited number of 1937 models just in advance of 
the 1938 jobse One will be a six-cylinder job known as Model 718-G, which is identi- 
cal in every respect--so far as lubrication is concerned--with the 618-G built in 
1936. Serial numbers will be G=6551 to G=6749 inclusive. 


There will also be an eight-cylinder job known as Model 721-N.e This model is 
identical in lubrication to Model 621-" for 1936. Serial numbers will be N-5251 
to N-5237 inclusive. 
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EVERY INSTITUTE MEMBER 


CALENDAR OF PETROLEUM EVENTS 


SEPTEMBER 


7-8 


15-17 


15-17 


16-19 
21 
24-25 


27-Octel 


29=O0ct el 
30=Oct 
OCTOBER 


29=30 


-- Kentucky Petroleum Marketers' Associatione Annual Fall Conference 
and Golf Tournament--Louisville.o 


-- National Petroleum Association Annusl Meeting, Hotel Traymore, 
Atlantic City. 


-= Society of Automotive Engineers, Regional Tractor Meeting, May- 
flower Hotel, Akron, Ohioe 


-- Pacific Oil Show and Black Gold Festival, Taft, Colorado. 
-~- Oil Trades Association of New York, Sports Outing, Pelham Manor. 
-~ Michigan Petroleum Association, Traverse Citye 


-- National Association of Petroleum Retailers, Fifth National Con= 
vention, Powers Hotel, Rochester, N. Y. 


~- S. A. Ee, Regional Transportation Meeting, Blackstone, Chicago. 


-- S. A. E., Fuels and Lubricants Regional Meeting, Mayo, Tulsa. 


-- ANNUAL MEETING OF NATIONAL LUBRICATING GREASE INSTITUTE, BLACK- 
STONE HOTEL, CHICAGO. DETAILED PERSONNEL OF SPEAKERS TOGETHER 
WITH THEIR INTERESTING SUBJECTS WILL BE PUBLISHED IN THE SEPTs{BER | 
ISSUE OF THE SPOKESMAN. MAKE YOUR PLANS NOw TO BE THERE. 


Ohio Petroleum Marketers’ Association, Fall Conference, Hotel 
Carter, Clevelande 


-- S. A. Es, National Aircraft Production Meeting, Ambassador 
Hotel, Los Angeles, California. 


Oil-World Exposition, Ince, Houston, Texas. 
-- National Oil Marketers’ Association, Stevens Hotel, Chicagoe 


National Ass'n of Motor Bus Operators,Annual Convention,Chicago. 


-- Independent Petroleum Ass'n of America,Annual Meeting, Houstone 


-~- Indiana Independent Petroleum Association, Annual Fa)l1 Convention, 
Hotel Severin, Indianapolis, Indiana. 


=-- S. A. E., Annual Dinner, Commodore Hotel, New York. 


-- Mid-Continent Oil & Gas Ass'n of Texas, Annual Meeting and Con- 
vention, Dallase 
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LUBRICATION TAKES THE SPOTLIGHT 


As lubrication men, we have 
reason to be pleased with recent de- 
velopments in the field of automotive 
lubricatione 


From a "step-child" service, 
lubrication has grown into what many 
authorities believe to be the most 
important department of a service 
station business. 


It is important not only because 
of the direct revenue that it pro- 
duces--which is desirable enough--but 
also because it is a barometer of the 
entire businesse Generally speaking, 
the success of the average station 
may be measured by the efficiency and 
activity of its lubrication depart- 
mente 


The reason is plaine To earn a 
satisfactory profit under present con= 
ditions, the service station operator 
must do a diversified job of selling. 
Revenue from gasoline must be supple- 
mented by the profit on accessories, 
seasonal needs, etce 


The canpulsory inspection pro- 
grams adopted by various cities 
revea). that an astonishing percentage 
of cars require the replacement of 
various accessory units to bring them 
even within reasonable bounds of 
safetye 


But how is your dealer to ferret 
out these prospects? He can not 
travel the streets in search of defec- 
tive tires, bulbs, batteries wind- 


shield wipers, etc. Nor can he cause 
congestion on his driveway and try the 
patience of his customers by attenpt- 
ing to inspect cars theree 


Only recently has our industry 
come to appreciate the full importance 
of the lubrication department in this 
picturee Only recently has it been 
fully realized that the lubrication 
department gives the dealer the very 
opportunity he has been locking for 
to do a real job of sellinge 


In the lubrication department, 
the operator is able to note the 
speedometer reading--cobserve the condi- 
tion of the tires--test the battery-- 
try the windshield wipers--look at the 
spark plugs--inspect the fan belt-- 
make acheck of burnt-out lamp bulbs. 
Heving done that, he is in position, 
when the motorist returns for his car, 
to discuss his needs intelligently-- 
and make a logical bid for the busi- 
nesse 


The recent stress on diversified 
selling has thrown a new light on the 
importance of the lubrication depart- 
mente And at the same time it empha- 
Sizes the value of the 1000-lMile 


Lubrication Habite 


When all members of the Institute 
cooperate to bring the car owner into 
the lubrication department every 1000 
miles instead of every 2000 miles, 
then will their dealers have twice 
their present opportunity to make 
those extra sales which represent the 
difference between success and failure. 
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